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CHEVROLET OPENS DRIVE 


Sparks 


Coyle & Holler, Inc. 
Golden Hills 
Wise Men 


> ser 
By 
Chris Sinsabaugh 


ILLING TWO BIRDS with 

one stone is my first thought 
in reading the announcement 
Chevrolet is making in this issue 
of ADN relative to its million- 
dollar co-operative plan, which 
promises to slay the used car 
dragon. The well known firm of 
Coyle & Holler has set out not 
only to move the used car stocks 
Un tne iioors of the 
dealers, but also is co-operating 
in a very practical way in the 
nation-wide move for safety on 
the highways. By paying each 
dealer $20 for knocking a junker 
on the head and putting it out of 
its misery, Chevrolet is furnish- 
ing financial inspiration to the 
campaign to rid the roads of 
these menaces. 

* * * 

IT IS MOST apparent that 
Chevrolet executives have given 
a@ good deal of study to the 
plan. It’s well thought out and 
seems a most practical idea, too. 
That million-dollar appropriation 
is furnishing the sinews of war 
for the fight to move the used 
cars. The dealers are given the 
kind of help they need in arous- 
ing the salesmen to the “gold in 
them thar hills,” which in this in- 
Stance takes the form of sub- 
stantial bonuses for the salesmen 
who can go out and move the 
trade-ins above the quota set for 
each employer. After all, the 
salesmen are the boys who have 
to bear the brunt of the battle 
with the prospects and if they 
can be converted into enthusiasts 
by the jingle of Chevrolet gold, 
that enthusiasm 
turned into sales. 

* * . 

THIS STEP has not been taken 
because Chevrolet is alarmed at 
the used car situation, I feel. 
Rather, Coyle and Holler, being 
wise business men, believe in 
taking time by the forelock and 
by adopting this constructive plan 
they are helping their 
move the old stuff before the 
used car lots jam up with the 
trade-ins. They have not been 
asleep at the switch and even 
before this announcement Chev- 
rolet dealers have been breaking 
records selling used cars, as was 
evidenced in November when they 
sold something like 111,000 trade- 
ins, while for the first 20 days in 
December they sold many more, 
giving a total of 189,333 used car 
sales from Nov. 1 to Dec. 20. 


company’s 


Says Recovery 


Tidal Waves Will 


Be Irresistible 


New York, Dec. 31.— 








is going to be| 


dealers | 





adds just that much more to 
man’s storehouse of knowl- 


edge and experience,” said 
Alfred P. Sloan, president of 


“Each year, as it passes, | 





General Motors, in a New Year’s | 


statement today. “Thus we pro- 
gress. The year 1935 is no ex- 
ception to the rule. From an eco- 
nomic standpoint, a most inter- 
esting lesson may be learned—one 
to remember. And it is that, 
irrespective of the wisdom with 
which we may manage our af- 
fairs, 
cessive deflation tending to bring 


as irresistible as the influence of | and comptroller of Chevrolet. 
eral auditor of Chevrolet in 1929, 


an excessive inflation tending to 
cause economic reaction. 


“We survived the onslaught of | executive vice-president of GM. 


the receding depression, after all, 
just as we have survived other 
depressions of the past. History 
has thus repeated itself. And, 
this is being reflected in return- 
ing confidence, resulting in a 
gradually improving trend 
business and industry. Times are 
better. For all that, we have 
every reason to be thankful. 

“As we look into 1936, while 
recognizing our limited horizon 
of observation, I see no reason to 


the reaction from an ex-| 


| 


Sloan Hails Prosperity 


CHEVROLET’S PRESIDENT, M. E. Coyle, Dec. 26 entered upon 
the 25th year of his service with General Motors. He started in with 
about economic recovery is just| the corporation in 1911, and successively became auditor of Oakland 


He was made vice-president and gen- 


and on Oct. 16, 1933, was named 


| president and general manager, to succeed W. S. Knudsen, appointed 


of | 


believe other than that this im- | 


(Continued on Page 2, Col. 1) 


Canada Output 
For Nov. Shows 


Gain Over °34 


Montreal, Dec. 31.—Substantial 
increases were shown in produc- 
tion and sale of motor vehicles 
during November, compared with 
November last year, according to 
the Dominion Bureau of Statistics. 

Automobiles produced in No- 
vember totaled 13,496 compared 


| with 1,697 in November, 1934. Pro- 
|duction included 12,042 passenger 


cars and 1,454 trucks, of which 
5,947 passenger cars and 729 
trucks were for sale in Canada, 
and the balance for export. 

New motor vehicles sold in No- 
vember numbered 5,985 valued at 
$6,100,000, compared with 1,711 at 
$1,800,000 in November, 1934. 
Sales of passenger cars were 86.5 
per cent of total, 5,180 at $5,300,- 
000 against 1,155 at $1,200,000 in 
November, 1934. 

Sales of new cars by provinces 
with last year’s figures in brack- 
ets: Maritimes 317 (88); Quebec 
823 (171); Ontario 2,890 (587); 
Manitoba 222 (53); Saskatchewan 
169 (46); Alberta 367 (110); Brit- 
ish Columbia 392 (100). 





(See story on page 2.) 


Employment Not Deterred 
By Machines, Says NASFC 


Chicago, Dec. 31.—Has the 


march of technological advance- | 
ment caused unemployment, or is | 
that theory merely a myth and a} 


bugaboo? 


The of Sales 


National Assn. 


| Finance Companies contends that 


it is merely a theory refuted by 
the facts, and in the current is- 
sue of the NASFC News the as- 


Oversize Plates 
May Distinguish 
Reckless Driver 


Cheyenne, Wyo., Dec. 31.—Dr. 
L. C. Hunt, secretary of state, 
would label the reckless automo- 
bile driver and shame him into 
safe and sane operation of his 
car. 


Dr. Hunt’s plan calls for li- 
cense plates three times the size 
of ordinary plates to be given to 
persons convicted of reckless 
driving. 

“This plan,” Dr. Hunt said, 
“would identify the reckless driv- 
er to the public so he could be 
avoided. It would shame the 
reckless driver into safe and sane 
operation of his car and it would 
enable law enforcement officers 
to more easily recognize him.” 


Dr. Hunt said that if judges 
of the state approve this plan he 
was willing to order the super- 
size plates. 











sociation presents the statistics to 
back up its contention, 


“During the 20-year period 
from 1910 to 1930, the two decades 
during which this mass produc- 
tion really came into existence, 
there was practically no change 
whatever in the percentage of 
men above school and college age 
who were employed in gainful oc- 
cupations,” states the associa- 
tion’s official publication 


“The variations in the figures 
for employment for these ages 
and census years are so slight as 
to merit astonishment. Practically 
97.5 per cent of our men of the 
most vigorous ages were em- 
ployed at all three census periods, 
leaving only 2.5 per cent unem- 
ployed, including in the latter the 
idle rich, men in hospitals, luna- 
tic asylums and prisons, and 
tramps. 


The noteworthy thing that 


really happened to labor during | 


those 20 years, as revealed by 
these figures, was the great re- 
duction in the amount of child 
labor, with a corresponding in- 
crease in the number of those at- 
tending secondary schools, high 
schools and colleg: ;. This is one 
of the things that mass produc- 
tion did for labor. 


“The inescapable conclusion is | 


that during the 20 years from 1910 
to 1930, all men thrown out of 
work by .°w machinery and new 
methods were promptly absorbed 
in new jobs.” 





| ary, 
special activities will run concur- 





Allots Million 
To Help Dealers 
Move Used Cars 


Bonus for Salesmen and 
Fund for Junkers 
Are Provided 


Detroit, Dec. 31.—Chev- 


‘rolet Motor Co. will start 
| the new year with a $1,000,- 


000 co-operative plan to 
help move its dealers’ stocks 
of used cars, and to retire un- 
worthy vehicles from the high- 
ways of the country, it was an- 


|nounced here today by M. E. 


Coyle, president and general man- 
ager of the company. 

Beginning on New Year’s Day, 
and continuing throughout Janu- 
Coyle said, two important 


rently. 

First: Chevrolet will pay to the 
dealer $20.00 for every old auto- 
mobile (accepted in trade on a 
new or used car) that he disposes 
of by scrapping or junking. 

Second: Chevrolet will pay a 
bonus to salesmen whose ef- 
forts enable their dealership to 
sell more used cars in January 
than it sold in the same month 
of 1935. 

Announcement of the aggres- 
sive plan of promoting the sale of 
worthy used cars and ridding the 
market of unworthy ones that 
clog the sales channels of both 
used and new cars, reveals that 
Chevrolet, which during the last 
12 months has vigorously at- 


(Continued on Page 2, Col. 1) 


Meeting Called 


For Discussion 
Of Caravaning 


Seattle, Dec. 31.—One of the 
most important meetings ever 
called in the Northwest, affecting 
automobile freight rates on the 
railroads, will be held in Helena, 
Mont., Jan. 14, when the problem 
of caravaning of motor vehicles 
will be considered by state com- 
missioners and dealer association 
presidents. One railroad commis- 
sioner from each of the following 
states will join the Montana com- 
mission in this conference: Wash- 
ington, Idaho, Wyoming, North 
and South Dakota. 

Presidents of the state associa- 
tions of dealers in the states 
named are invited to participate 
The Montana Motor Trades Assn., 
at its recent convention, decided 
upon this step in an effort to 
bring about lower freight rates 
on these commodities to Montana 
and the commission realizes the 
interest of the other states in this 
matter. For that reason the rep- 
resentative gathering will be held. 
Many dealers are of the opinion 
that the only way to stop cara- 
vaning is for the railroads to 
meet this competition with re- 
duced freight rates. 
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Plans Big 


To Give Salesmen Bonus 


(Continued from Page 1) 


tacked the used car 
ing problems of its 
tends to carry on 
not only with the methods that 
have already proved successful, 
but with new and bolder plans. 


News of the establishing of the | 
“$1,000,000 Chevrolet Co-operative 
Used Car Fund,” as it is formally 
named, was dispatched from De- | 
troit today to Chevrolet’s nine 
regional and 47 zone managers, | 
for transmission by them to all 
the dealerships in their respective 
territories. By Jan. 2, when the | 
company’s 10,000 dealers Open 
their salesrooms for the first day’s 
business of the new year, the plan | 
will be in effect. 


merchandis- 
dealers, in- 
through 1936 


Relieved Problem 


Coyle disclosed the plan when 
he was asked what lay before the 
automotive industry in the new 
year. After briefly reviewing 
1935, commenting on its $25,000,- 
000 expansion of Chevrolet pro- 
duction facilities, and its in- 
creased sales of cars and trucks, 
Coyle declared that the progress 
made by Chevrolet in the past 
year in raising the standards of 
used car merchandising was 
propably the most noteworthy 
development from the point of | 
view of the dealer 

“Under W. E. Holler, vice-presi- 
dent and general sales manager,” 
said Coyle, “Chevrolet has al- 
ready instituted two outstanding 
developments that have greatly | 
relieved the used car problem of | 
the dealer. The ‘Guaranteed OK | 
Tag’ that Chevrolet dealers 
permitted to att 
ynly if it 


car 


tls 
mavreZit i 
papers rtant 
ane steps ta oon jalan the ye ar| 
just ended. 

“Beginning Jan 
year, we are augmenting 
two basic activities with 
others, both lasting through Jan- 
uary, as a foundation for the 
greatly increased business in the 
spring season. 


wtit Limp ior-| 


1 of the a 
these 
two 


To Get Bonus 

“One of these activities will 
definitely aid us in the elimina- 
tion of unworthy cars from the 
dealers’ stocks, and more im- 
portant, will permanently retire 
thousands of these vehicles from 
the highways. 

“Another plan comprehends the 
stimulating of the entire retail 
organization to a more deter- | 


| of 


mined and aggressive merchan- 
dising of used cars, thus focusing 
effort and attention on this phase 
of our business much earlier in 
the year than usual. 

“Every dealer who, during Jan- 
uary, succeeds in surpassing his 
own used car sales record of the 
corresponding month of 1935, will 
receive a sizeable bonus per car 
on the excess sales, and this 
bonus, plus an equal amount to 
be contributed by the dealer, will 
be divided among those salesmen 
whose efforts contributed to the 
dealer’s improved sales total.” 

W. E. Holler, Chevrolet general 
sales manager, pointed out that 
the company’s intensive drive dur- 
ing January reflects another of 
the many changes brought about 
in motor car merchandising by 
the change of date of the auto- 
mobile shows, and the general in- 
troduction of new models in No- 
vember instead of after the first 
of the year. 


Sales High 

“Heretofore,” said Holler, “No- 
vember and December have been 
slack months in new car sales, 
but since the Nov. 2 introduction 
the 1936 models, these two 
months have exceeded all previ- 
ous records. Chevrolet sold 91.959 
new cars in November and 55,915 
in the first 20 days of December. 
Naturally, these high sales 


| brought many good used cars into 


the hands of dealers, thus ad- 
vancing by two months the period 
during which we should put on a 
for used car sales Of 
sales of used cars have 
kept pace with new 
sale ind from Nov. 1 to Dec. 
let dealers made a total 
used car sales, also an 
all- time record for that period 


Will Promote Sales 

‘Tt is now our obiective to 
maintain used car sales at as high 
a level during January as they 
have been since the new cars 
were introduced. The drive we 
are putting on now is bound to 
have a wholesome effect through- 
out the entire dealer organization, 
and to promote their sales of used 
cars during a season when used 
car movement is most desirable.” 


arive 
couf;r 
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Vame Changed 


Toledo, O., Dec. 31.—Toledo 
tic Products, Ine, ma 
Pl: kon, announce a_ change 
nan effective Jan. 1. 
rhe new name of the 
Plaskon Co., Ine. 


Syn 


Sloan Hails Recovery, 
Return of Confidence 


(Continued from Page 


provement can be sustained. As 
a matter of fact, I believe that it 
is perfectly possible to accelerate 
the progress of 1935 and to 
broaden it into a sound forward 
movement extending all along the 
line of constructive endeavor 
The fundamental factors bear evi- 
dence of such a possibility. 

“But, to deal with the proba- | 
bilities is quite a different matter. 
Here we must attempt to ap- 
praise the effect of political ac- 
tion, as it may accelerate or 
decelerate the normal processes 
of recovery. After the so-called 
‘breathing spell’—what? Is con- 
structive enterprise to be further 
penalized? To what extent will 
there be imposed a lowered ceil- 
ing upon our future opportuni- 
ties? To appraise these influ- 
ences is difficult. I believe tim- 
ing to be an important factor. If 
the ‘breathing spell’ is sufficiently 
extended to permit the natural 
forces of recuperation to gain 
sufficient strength, there will 





1) 


surely be support for new 
panaceas and further uneconomic 
action 

“After these are nothing 
more nor than the natural 
and logical reactions of a period 
of acute and prolong< 1 depression. 
I am hopeful that, as conditions 
improve, we will intelligently ap- 
praise that type of thinking and 
the action related thereto, that we 
will separate the 
bad, and that we will reaffirm the 
principles and policies upon 
which American industry is 
founded. But, vital as all that is, 
it is equally vital that we should 
not fail to deal aggressively with 
the problems that 
debris of the 
as affecting 
ind 
real problems 
bilities 

“The vear 1936 ought to be bet- 
ter than 1935, All things consid- 
ered, I believe it will be some- 
what better.” 


less 


all, 


less 


receding depression, 
both our economic 
structures. There lie 
and great responsi- 
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Chevrolet Has Million for U 
Junker Fund; 


sed Car Drive 


THIS ELABORATE Christmas accessory display of the John E. Morris Co., Chevrolet dealer, Dallas, 


Texas, outsold another attractive display in the company’s showroom. 
Every approved Chevrolet accessory 


service floor, facing the entrance. 


which was staged by the parts manager, W. F. Rainwater. 


Coyle Has Seen Chevrolet 
Develop Into GM Leader 


By JAMES BRADEN 


Detroit, Dec. 31.—Business men 
were talking about the “satura- 
tion point” in the automobile in- 
dustry 24 years ago when M. E. 
Coyle, president and general man- 
ager of the Chevrolet Motor Co. 
started to work for the General 
Motors Corp. 

Last week when he began his 
25th year with that organization, 
Coyle said that he didn’t feel a 
bit different in his mind than he 
felt when starting his first year 
in the industry. 

Industry Developed 

“It doesn’t seem like it was 
very long ago, if it is viewed only 
on the surface,” he commented 
quietly, “but actually the trail 
leads over a lot of hills and val- 
especially in the automobile 
industry. 

“Today that 
much better developed 


industry is 
the result 


| of experience and skill that came 


as it made progress—that it seems 


| to bear little relationship to the 


kers of | 


In| million 


| the 


company 1s| 


| plexioned 


good from the | 


arise out of the | 


young business in 1911.” 

There were 619,500 cars regis- 
tered in the United States that 
year, according to the record 
book, and the production for 1911 
was 199,319 cars. In 1935, Chev- 
rolet alone produced more than a 
cars in a year that saw 
industry total 4,000,000 pro- 
duction. The United States now 
has nearly 25,000,000 motor ve- 
hicles in operation. 

Always Quiet 

Coyle gave an impression of un- 
pretentious informality as he sat 
behind a large table-desk in an 
office that was plainly furnished 
It was noted that his desk was 
clear of papers, it was afternoon, 
and that he was mentally relaxed 
His blue eyes in a ruddy com- 
face behind gold- 
rimmed lenses were clear, and his 
speech, 
point, was never hurried and al- 
ways quiet. 

He was asked about how it felt 
to be president of such a large 
manufacturing company as Chev- 
rolet. 

“No different feel than in any 
other job,” he smiled. “I was 
glad to have a job when I started 
to work for General Motors and 
I still am. It’s a good bit like 
the staircase out there that leads 
from the first to the second story 
If a fellow takes the whole flight 
in one jump, he might feel dizzy. 
Taken one step at a time, the 
change is imperceptible.” 

Learns for Himself 

So it is with the growth of any 
leader in today’s industry, Coyle 
contended. The first step-up 
places a small group under his 


so | 





while concise and to the| 





guidance—say half a dozen people 
Then by degrees he is entrusted 
with 60 and then 600, and then 
6,000, and then 60.000. But only 
as the leader develops the quali- 
ties of proficiency and knowledge 
and learns from the lessons of 
experience, does he earn promo- 
tion for himself and is he able 
to give his company the maxi- 
mum of his service. 

Coyle gave the impression of 
having accumulated much busi- 
ness experience on his way up 
the stairs, his quiet and demo- 
cratic demeanor are of the kind 
that promotes confidence. There 
was no hurrying in and out of 
assistants and secretaries. No 
flurry during the interview. As 
if all problems were solved in an 


Banner Y ear 
Due in 1936 
Say s Cc oyle 


By ld. E. COYLE 
President and General Manager 
of Chevrolet Motor Co. 


Indications point to a good 
business year in 1936. 

Two significant facts 
how our company regards the 
near future. We spent $25,000 000 
in plant expansion during 
The public has accepted our new 
models with an 
enthusiasm that shows 
ment. 

A manufacturing company does 
not expand its production capaci- 
ties by th 
confide the future 
motorir does not buy 
more t 0 Chevrolets in 
Novem} 1 scember unless 
there i new cars, buy- 
ing ca purchase such 
quantit 
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\tomobile indus- | 
large | 


1935. | 


unprecedented | 


This one was erected on the 
was shown in this special exhibit, 


orderly and unimpassioned man- 
ner. 

His company is now the largest 
division of General Motors, but it 
wasn’t a part of that corporation 
when he went to work Dec. 26, 
1911. Chevrolet at that time had 
just been organized in Detroit a 
month and a half before. 

And General Motors itself was 
barely in swaddling clothes that 
Christmas 24 years ago. 

It is fresh in the memory of 
everybody that General Motors 
Corp. declared a bonus dividend 
to all employes, just before Christ- 
mas this winter, that totaled more 
than $5,000,000. Each employe re- 
ceived $25. 

Seemed Big Town 

There is a ntary 
the American 
try in the two Christmas pictures 
of this ler -orporation thai 
E. Coyle has viewed in 24 yeurs. 

It is the same with Detroit, now 
a world city, then a pretty big 
town to the young man who came 
to it to work for GM. 

He has remained in Detroit 
most of the time since his arrival. 

Has it changed much? 

So gradually that he 
particularly conscious of it, he 
himself says. A new building 
went up one month, a house here, 
another there. The same thing 
repeated and it was rather like 
going to the second floor from 
the first--by steps that do net 
make one dizzy in the rise. 

There’s something to that. More 
than mere stevs. We gain by 
gradual experie :ce the knowledge 
and power to lead when our time 
comes, is the essence of Coyle’s 
philosophy. That was the unde- 
finable impression permeating 
the big office with the calm man 


comn 
of 


upoa 
nance indus 
ris 


** 
an 


wasn’t 


| sitting easily and unflurried at the 





| trained 


big desk. 


Experienced and Skilled 
He was experienced and skilled 


in the business—the economic 


| world—as head of one of the huge 


industrial companies of the world. 
Sure of himself as the leader of 
more than 60,000 workers. Well 
Step by step. 

Still unpretentious, courteous, 
quiet. But with vital eyes and 
face that indicated ability to con- 


|} centrate upon a problem for his 


company, for his men, with ex- 
pertness and the thing that man 
must earn in this world— 
experience, 


Carboloy Changes 


Detroit, Dee. 
nounces that 


31.—Carboloy Co. an- 
effective Jan. 1, Ray 


Mack of the general office of Detroit 


transferred to the Chicago 
office as an addition to the 
sales personnel covering northern 
Indiana and Illinois. 

J. C. Kent, now in Detroit district 
office will be added to the sales 
personnel covering the southern 
Michigan territory. 

J. E. Weldy, Minnesota represent- 
ative, will be transferred to the 
Detroit district office, as assistant 
to the Detroit district sales manager. 


will be 
district 
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NADA Plans Aggressive Used Car Drive in 1936 


Frost Outlines F 


a 


In Year-End Statement 





NADA Activities 


pared. 
13-14, at New Orleans. 


TRADE SURVEY FACTS: 
Releases of general survey 


Releases will be made early in 
Studies of dealer mortality. 
Complete analysis of all 

provisions, 

Comparison of gross discoun 
Comparison of multiple and 
1934-35. 





with 1933-34, 
Breakdown and comparison 
each of the different makes. 


LEGISLATION: 


A complete study of state 
developing a model act to fit 


make possible price maintenance, 


FEDERAL TRADE COMMISSION: 

New conferences are now being held with the members of 
Further meetings are scheduled and every 
angle is being rapidly developed that can offer this trade 


the commission. 


effective, practical assistance. 
NEWS AND PUBLICITY: 


The NADA Bulletin, improved in many ways, will be issued 


once a month. 


News letters with “spot” news as occasion demands, 

A program is now under way which will blanket: the 
United States and bring the force of public pressure to bear 
on those factors which stand in the way of the correction of 


many of our problems 


St. Louis, Mo., Dec. 5v.- 


by the National Au 


USED CAR LOSS CONTROL: _ 

A complete, comprehensive and practical plan, acceptable 
to dealers and involving factory co-operation is being pre- 
It will be presented to the board of directors, Jan. 


Additional specific breakdowns are being made as follows: 


Complete analysis of 1935 dealer operations in comparison 


~ 


3s 


Now in Progre 


facts are now being made. 
1936. 
19386 factory-dealer contract 


t on 1936 lines against 1935. 
single dealer operations for 





between profit possibilities of 


enabling acts is under way 
the needs of our trade and 





-Outlining the progress made 
1tomeLie Dealers Assn. during the past 


year and the plans for activities during 1936, Jack Frost, 
general manager, in a year-end statement today called for 


support of all dealers during 


the coming year. Frost in- 


dicated that a plan for the control of used car allowances 
and prices through factory co-operation would be 
submitted at the annual membership meeting of the 

cee eeerneeenseennneen 


association in New Orleans, Jan.@ 
13. His statement is as follows: 

“A few weeks ago I was ap- 
pointed general manager of this | 
association by the board of di- 
rectors, for a period of 12 months 
I feel it is proper to now briefly | 
.outline for you our policies for 
the coming year. 


Action Needed 

“Let me first inform you that 
I have been an automobile dealer 
for many years, and my experi- 
ence as such, plus continuous 
study of dealers’ operations dur- 
ing the last few years, makes me 
deeply conscious of the need for 
swift but sure and effective 
action. 

“We are all convinced that the 
year 1936 will bring to the dealers 
of this country an opportunity 
for success, but that success can 
only be measured by profit mak- 
ing and profit saving. 

“It is my firm belief that if the 
dealers are to attain a satisfac- 
tory profit, they must materially 
reduce the staggering used car 





Teena 


| The 


losses that are being experienced 
by this industry. 

“A definite policy has been 
formulated by this association. 
program for carrying it 
through is nearly complete and 
ready for launching. This pro- 
gram is carefully designed to 
have real power and will be di- 
rected fearlessly and persistently 
towards ridding this industry of 
the tremendous used car losses 
that are threatening the very life 
of the retail trade 


Plan Vigorous Action 


“Our efforts to secure the genu- 
ine co-operation of the manufac- 
turers will be vigorous and un- 
relenting. Where the _ situation 
warrants, we shall not hesitate to 
call a spade a spade. 

“In seeking relief and greater 
profit opportunity, we must be 
certain that in closing one door 
we do not open other doors and 
wipe out our gains. 

“Tc fight the dealer’s battles 
that are beyond his individual 


omotive Leaders 


DETROIT IS PROSPEROUS AGAIN 
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i | tion or the use of highways, 


A CALL TO ARMS to all deal- 
ers has been sounded by Jack 
Frost, NADA general manager. 


control is our obligation. We 
must be well organized, and our 
organization well equipped. I 
have surrounded myself with men 
whose experience and ability I 
can unqualifiedly endorse, and 
who are fired with a determina- 
tion to render a worth while serv- 
ice to the trade. 


“Numerous meetings through- 
out the country will be held dur- 


ing January, at which meetings | 


and 
ined 


the details of ow p.atfor: 
policies will be furth 
“Your national 

balanced its budget. 
will be closely watched 
thereby the greatest 
Every dollar will be spent as 
though it were the spender’s very 
own. 


sas 
, expenses 
to gain 


Influential Support 

“Our forces have recently been 
reinforced through an alliance 
with National Assn. of Sales 
Finance Companies who have en- 
dorsed our program and assured 
us of their active support. Other 
influential support is being tied 
in to help us reach our goal. 

“My greatest wish for the New 
Year is that I will have your 
hearty co-operation in the battle 
against profit waste and to be 
able together to gain success in 
the form of a fair net profit for 
automobile dealers. 

“A New Year of opportunity is 
facing us. I extend my sincere 
best wishes and pledge the best 
there is in me towards helping 
you in 1936.” 
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Look for Gain of © % 


In Jan. U. S. Fuel Need | 


Washington, Dec. 30.—The do- 
mestic demand for motor fuel for 
January, 1936, has been estimated 
at 30,630,000 barrels by the U. S. 
Bureau of Mines This repre- 
sents an increase of 9 per cent 
over the actual or reported do- 
mestic demand for the 
month last year which, in turn, 
was not far below “normal.” 


A statement by the 
| says: 

“It is believed that the un- 
j}usually high refinery shipments 
to jobbers and retailers in Oc- 
tober, 1935, will have been largely 
|consumed before January, 1936 
| Although it might appear unduly 
| optimistic to predict a 9 per cent 
|}increase in consumption to start 
|the new year, it is apparent that 
the material increase in new car 
registrations and the general im- 


Bureau 


HATS OFF to the automobile industry, says Walker & Co., Detroit | provement in business conditions 
outdoor sign organization, with billboards like this posted through-| have influenced consumption 


eut Detroit. 


more than contemplated.” 


efficiency. | 


same | 


‘Uniform Car Regulations 


Needed, Says Road Chief 


Washington, Dec. 30.—Uniform- 
jity in motor vehicle regulations 
is one of the most important steps 
to be taken in the promotion of 
greater highway safety in the 
| opinion of Thomas H. MacDonald, 
| chief of the United States Bureau 
of Public Roads. 
| view was contained in his annual 
report, just released. 


| “The increasing number of high- 

concern to all in positions of re- 
| sponsibility for highway construc- 
”" Mac- 
| Donald stated in his report. “The 
|Bureau has contributed to the 
| solution of this problem by activ- 
ity in several directions. 


Prepare Manual 


“In approval of plans for high- 
way construction it has constantly 
endeavored to effect a desirable 
widening of surfaces, straighten- 
ing of alinement and reduction of 
grades to make the roads suitable 
for the increased speed of modern 
traffic. The desirability of elimi- 





foi pedestrains also has been 
strongly urged upon the states. 


“A manual for signs and mark- 
ers has been prepared by the 
Bureau in co-operation with the 
American Assn. of State Highway 
Officials and other agencies and 
out the country. P 
ij the work of the N 
lence on Stree 
i safety, it ba r 


the 
n 


ributed to 
preparation o hag 
five codes relating to motor ve- 
|hicle registration and regulation 
proposed for uniform adoption by 
the States. Uniformity in regu- 
lation of motor vehicles must be 
one of the most important steps 
in promoting highway safety. 
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Study Safety 


“Special safety studies have been 
made in Rhode Island, South 
Carolina and four cities of Tenn- 
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MacDonald's | 


way accidents is a matter of grave | 


nating dangerous grade crossings, 
of adequate road marking, and of | 
provision of footpaths and walks 


the Automotive Business 


DAILY NEWS, 


,essee in co-operation with local 
authorities and the Federa) Em- 
ergency Relief Administration.” 


The report showed that from Au- 
gust, 1933, to June 30, 1935, the 
government financed the complete 
construction of 24,600 miles of 
highway. It stated that 8.529 miles 
|; were under construction on June 
30, and that a total of 1,427 miles 
had been approved for construc- 
tion, or an aggregate of 34,556 
miles included in the Govern- 
|}ment’s two-year road program. 
A total of 17,614 miles were re- 
ported completed in the fiscal 
year 1935. 

The cost of completed projects 
on June 30 was $397,355.775: the 
estimated cost of projects under 
construction, $185,049,282. and the 
;estimated cost of projects ap- 
proved for construction, $27,826,- 
927 


The report estimated that 
directly and indirectly the pro- 
gram had produced 5,000,000 man- 
months of employment. 





Nickel Industry 
To Set New High 
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WHEN YOU 


~ DEALER-MINDED 
and therefore dealer-liked. 


price range that it merits the title—the only 


HE Chevrolet Motor Company looks upon 
its dealers as partners in a campaign to win 
ever-increasing public demand for products that 


are fully worthy of sales leadership in 1936. 


It not only wishes its dealers to make money, 
it willingly goes out of its way to help them to 
do so, 

That is why Chevrolet has designed and built, 
for 1936, a motor car so superior to previous 


Chevrolet models and to other offerings in its 


complete low-priced car. 


That is also why Chevrolet offers its dealers so 
many helpful services in advertising, retail 
sales training, used car merchandising, business 
management and other activities which help 


to swell dealer profits. 
It is a common saying in the trade that Chev- 
rolet is dealer-minded, and this perhaps explains 


why Chevrolet is also dealer-liked. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Now Chevrolet dealers have the further advantage of the new G.M.A.C 6% Plan—the most convenient, most economical 
and easiest to understand of any time payment plan. 


CHEVROLET 





